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Abstract:  The Ilokano Language and Literature Program (ILLP) serves to 
educate its students about the language and culture. In order to meet its 
objective, they must find options of teaching their material to students who 
are not able to attend face-to-face or in-class sessions.  Enrollment 
numbers have been down in recent years.  Faculty has been discussing 
ways how to bring them back up.  An idea was proposed to offer online 
courses.  The purpose of this instructional design project was to develop 
and evaluate the effectiveness of a web-based module that focused on 
Filipino haggling and was used by undergraduates who enrolled in the 
ILLP at the University of Hawai’i at Manoa.  The module was created on 
WordPress, a free and open-source content management system in 
addition to a combination of tools including: GoogleForms, JotForm, and 
YouTube.  Design of the module was guided by concepts from the direct 
method approach and framework from Gagne’s Nine Events of 
Instruction.  This study involved 17 participants who are enrolled in the 
ILLP courses.  Data collected via tests and surveys were analyzed and 
reported using descriptive statistics.  Results indicated that 14 out of the 
17 participants showed improvement in score between the pre-test and 
post-test.    
 
Introduction  
 
As a lecturer at the University of Hawai’i at Manoa, it is my duty as well as the other 
faculty in the IILP to promote the Ilokano language and culture.  In recent years we have 
seen a steady decline in enrollment.  Reasons for this decline vary for each student.  After 
speaking with a few students, some of the reasons they don’t enroll in the courses is 
because of time conflicts with their work schedules or other core courses they need for 
their intended major.  Thus, there is a need for a way for students to still be able to take 
our courses.  The solution to this problem would be to create an online version of the 
program. 
 
The ILLP at Manoa has been around in the University of Hawai’i system for over 40 
years.  In recent years, UH Maui College and UH West O’ahu are the only other 
campuses in the system to offer Ilokano courses.  Although the courses are being offered 
at other campuses, having an online version of the program would be beneficial in the 
long run.  Technology is progressing and we must capitalize our resources and use it to 
our advantage.  Creating an online Ilokano Program will open up opportunities for 
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students to be able to take our courses because it will not create time conflicts with other 
courses.  They will be able to take the course asynchronously and at their own pace.  It 
will also give those who are on the other islands that same opportunity to take the 
language and culture courses in order to fulfill their foreign language requirements.  
 
Establishing a full fledge online Ilokano Program is a huge task and will take some time, 
however before that can happen, we need to start on a smaller scale and work our way up. 
 I usually teach the intermediate level courses (Ilokano 201 and 202) at Manoa, so I will 
be using one of the units that I go over in the spring semester (ILO 202) for this study. 
 The background of this study is to inform and educate students on a specific cultural 
aspect in Filipino culture.  The mode in which this study will be evaluated is through the 
creation and implementation of an instructional design module.  The purpose of this 
instructional design project is to develop and evaluate the effectiveness of a web-based 
module that focuses on Filipino haggling and will be used by undergraduates enrolled in 
the ILLP at the University of Hawai’i at Manoa. 
 
This instructional design (ID) project will serve as a pilot module.  It will consist of five 
modules designed to address related definitions, characteristics, concepts, and rules 
related to Filipino haggling.  Furthermore, it will include a pre-test, embedded test, post-
test, and a survey.  Upon successful completion of this lesson, students will be able to 
distinguish the different aspects of Filipino haggling. If this module is successful, I 
expect to expand the project and create a module for the other cultural aspects of Filipino 
culture. 
 
Literature Review 
 
Haggling (or bargaining) is a type of negotiation in which the buyer and seller of a good 
or service debate the price and exact nature of a transaction.  If both parties come to terms 
on an agreement, a transaction takes place.  This process is an alternative pricing strategy 
to fixed prices.  If it costs the seller nothing to engage and allow bargaining, he/she can 
foretell the buyer’s willingness to spend.  
  
Many cultures all around the world use the haggling system to negotiate prices.  In 
regions such as North America and Europe, the art of haggling is restricted to expensive 
or one-of-a-kind items and informal setting such as flea markets and garage sales.  One-
of-a-kind items include automobiles, jewelry, art, real estate, and trades sales of 
businesses.  In other regions of the world, haggling may be the norm, even for small 
commercial transactions. 
    
According to Samantha Sood (2010), locals in Asia haggle for goods and services 
everywhere from markets to hotels.  The haggling system is usually common in societies 
where resources are scarce and people’s day-to-day budgets are not enough to purchase 
basic necessities.  Precy Espiritu states, “In the Philippines it is a way of life and people 
are skillful in the technique and art of haggling” (2004).  Most Filipinos are farmers in 
the Philippines.  Whether they’re selling produce or livestock, their main goal is to make 
money to support their families and friends.  Unlike westerners who value individualism, 
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Filipinos are usually collectivists.  They identify with their families, regional affiliations, 
and peer groups (Shapiro).  These types of relationships and sense of community allows 
haggling to happen.   
 
According to Fitz Villafuerte, “Stores actually have a price margin for hagglers so if you 
politely ask, they’re more likely to get that discount” (2008).  Espiritu goes on to explain 
that haggling is becoming a vanishing art due to Western style shopping centers and 
department stores being built in the major cities.  However, in remote rural areas, locals 
still practice the art of haggling. 
 
Project Development 
 
The theory in which this ID project took on was the direct method approach.  The 
approach includes teaching in small steps with students practicing after each step, guiding 
students during initial practice, and ensuring that every student experienced a high level 
of practice (Carnine, et al, 2004).  In language acquisition the direct method approach is 
simple and straightforward to apply (Lynch, 2012).  There are three stages to this 
approach: presentation, practice, and production.  In the presentation stage, the foreign 
language learner is introduced to a topic.  Different forms of media maybe used to present 
the topic such as images, videos, audio, reading material, and/or presentation.  The 
practice stage has learners taking what they have just seen or heard and makes use of 
their knowledge to help them solve similar problems.  The production stage has learners 
using all they have learned to answer questionnaires and/or creating dialogues.  William 
Lake simply states it as show, try, and repeat (2013). 
 
With all the advancements in technology that has happened, the internet allows virtual 
learning environments that now have become diversified and provides opportunities to 
teachers and students by broadening the alternatives for the learning and teaching of 
languages  (Can, 2009).  Students engaged in learning that incorporates multimodal 
designs, on average, out perform students who learn using traditional approaches with 
single modes (Cisco, 2008).  Taking that into consideration, every effort was made to 
make sure the content of the module was available in different forms.  Every learner 
learns differently, thus not only was the content provided in written form, but was also 
provided in audio and visual as well. 
 
Framework.  To assist in the building of the instructional module, instructional 
strategies based on Gagne’s Nine Events of Instruction (Conditions of Learning, 2013) 
were used.  Figure 1 showcases these nine events.  Statistics were presented in the form 
of bar graphs and pie charts, which were embedded on the homepage to gain and 
maintain the participants attention.  The objectives were stated after the content of each 
section and right before the embedded tests.  Ensuring that participants were fully 
informed as to what was expected in that specific section.  Prior to actually beginning the 
module, participants were provided a few journal entry questions.  This was done to 
stimulate and have participants recall prior knowledge of haggling, whether they have 
experienced the act or witnessed someone doing the act. 
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Figure 1. Gagne’s Nine Events of Instruction 
 
The content was presented to the participants in a consistent layout format section to 
section.  In order to promote understanding, examples were provided right after the 
content information.  Videos and images were also provided to give participants visuals 
to better understand the material (Figure 2).  To help participants with some guidance, 
each section provided appropriate information related to the given objectives.  Examples 
and non-examples (Figure 3) were provided for deeper understanding.  In order to elicit 
performance, participants had to analyze scenarios.  After analyzing those scenarios, 
participants were provided with an explanation of whether their answer was correct or 
incorrect and it’s reasoning.  After completing all sections of the module, participants 
took a post-test to assess their performance.  To enhance the retention and transfer of the 
material, participants were supposed to be put in groups of 2 - 3, to create a short skit 
showcasing what they have learned.  A link to a shared Google Docs was to be provided 
to students at the end of the module. 
 
 
Figure 2.  Visual Aides   Figure 3. Sample of an Example and Non-Example 
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Instructional Goals.  The first instructional goal was set up so that participants 
would learn how to identify characteristics, buyer/seller relationships, prices, savings and 
profits.  In order for participants to move on to the next goal, they must have understood 
the basic concepts.  The second instructional goal had participants learning about how to 
determine when and when not to haggle, who the seller and buyer were, cheap versus 
expensive, and profits versus savings.  After understanding those rules, participants 
would take what they have learned from the concepts and rules sections and apply it to 
the third instructional goal.  The final instructional goal had participants learning how to 
analyze a scenario and pinpoint successful and unsuccessful haggling exchanges.  Refer 
to Appendix I for an in depth description of each goal and its accompanying context. 
 
Platform.  The ID module’s website was created solely on Wordpress. 
 Wordpress was chosen over other free hosting sites because of familiarity.  The site was 
designed to be simple with easy to follow instructions.  Features on the site consist of a 
menu button at the top right hand corner of the page as shown on Figure 4, content 
information in the body section of the page, and a clickable link (which will take you to 
the next page) at the bottom of the page as shown on Figure 5.  Subsequent pages contain 
links at the bottom of the page that enable participants to advance to the next page.  If at 
any time participants need to go back or skip to another section, the menu button at the 
top displays all of the sections included in the module. 
 
 
Figure 4: Top of Homepage 
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Figure 5: Bottom of Homepage 
 
Google Forms was used to create the pre- and post-module surveys as shown in Appendix 
C and D.  The reason behind using this application for these sets of questions was 
because it had the ability to generate qualitative and quantitative data.  Journal entry 
questions were also created on Google Forms for the same reasons as the survey as seen 
on Appendix E.  If at anytime participants were to have any questions or concerns about 
the module, a contact page was created and implemented into the website.  The page 
consisted of a Google Form in which asks participants for their name and what their 
question or comments were as seen in Appendix F. 
 
JotForm was used to create the test questions (which included pre, embedded, and post).  
The application was chosen because unlike Google Forms, JotForm provided a feedback 
feature.  When participants submitted their responses to embedded questions, instant 
feedback was provided.  Feedback included what the correct and/or incorrect answers 
were as well as reasoning behind it as seen on Figure 6. 
 
 
Figure 6. JotForm’s feedback feature  
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To keep the participant and engaged in the module, dialogue videos were created.  
YouTube was chosen as the platform to host these videos due to familiarity with the 
application.  Videos were created for scenarios pertaining to the embedded test questions.  
The videos included character avatars, Ilokano subtitles, as well as audio narration as 
seen on Figure 7.  This was done to ensure that all types of learners were presented with 
an option to match their learning style. 
 
 
Figure 7. Sample of a YouTube video 
 
Other Tools.  A recruitment email (Appendix A) and consent form (Appendix B) 
were distributed at the beginning of the spring 2016 semester to students enrolled in an 
ILLP course.  The recruitment email informed the students about the module, its purpose, 
and that participants were being sought after to go through and complete the module.  
The consent form informed participants about the benefits and risks of partaking in the 
study, as well as the researcher’s contact information. 
 
Methods 
 
Research Questions.  There were two main research questions that this project 
addressed.  The research questions were: 
• After successful completion of the modules, will students’ scores show 
improvement from the pre-test to post-test? 
• Are the scenarios and embedded test helpful in learning the concepts and is the 
information retained to successfully complete the post-test? 
Participants.  A total of 17 participants, ten females and seven males, took part in the 
research study as seen on Table 1. The participants were above the age of 18 with the 
largest group, 13 (76%) being between the ages of 21 and 25.  There were no participants 
over the age of 30. 
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Table 1 
 
Participant Age Groups 
Age Number Percentage 
18-20 3 18% 
21-25 13 76% 
26-30 1 6% 
31 and up 0 0% 
 
 
The participants chosen to participate in this study are heritage learners.  The students 
have a personal connection with the language in which they have some exposure to the 
language at home, work, or school (Valdes, 2001).  Majority of the students are local 
born students, meaning born and raised in Hawaii, but are of Filipino descent.  They take 
these courses to reconnect with their language and culture to gain a better understanding 
of who they are.  Students work their way up taking the courses sequentially from ILO 
101 all the way up to ILO 202.  However, there are instances when a student is placed 
into the course after he/she takes the placement exam.  Of the 17 participants, eight have 
taken a placement exam and were placed above ILO 101 as shown in Figure 8. 
 
 
Figure 8. Participant Placement Exam 
  
Instrumentation.  The data gathering tools that were used to complete this project 
were questionnaires and surveys.  A pre-module survey (Appendix C) was provided to 
gather demographic data and some background information if participants knew some 
things about haggling.  There were four sets of instruments that were included in this ID 
module.  A pre-test (Appendix G) was taken at the beginning of the module to measure 
prior knowledge of the subject matter. Embedded tests were placed throughout different 
sections of the module to test if the student understood the content in that specific section. 
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 A post-test (Appendix H) was administered at the end of the module to measure if the 
student had learned the subject matter.  A post-module survey (Appendix D) was 
provided to gather data about the effectiveness of the ID module.  Results from the 
surveys will be used to improve the module. 
 
Language.  The ID module consists of both English and Ilokano languages.  The 
pre- and post-module survey, journal entries, and content information were provided in 
English.  Scenarios, embedded tests, and videos were presented in Ilokano.  Participants 
were required to answer in Ilokano, unless it is not specified, then English was accepted. 
 
Procedures.  Participants worked through an online learning module under the 
primary investigator’s supervision.  The link to the module was given to students via 
email.  And were tasked to complete the module before a set date.  Participants used their 
own laptop, tablet, or other mobile device to access the online module.  If at any time the 
participants had a question, they could contact the researcher via email, text, or the 
contact page on the module.  Participants did not receive any monetary compensation for 
participation. 
 
Analysis.  Google’s Forms and Spreadsheets features were used to compile the 
data from the questionnaires and surveys.  To analyze the data I created a table for the 
pre-test and and post-test scores and create percentages that showed student-learning 
improvement.  The information collected from the surveys was analyzed through 
qualitative data by using charts and word clouds. 
 
Results 
 
Pre-Module Survey.  Prior to starting the module, participants were asked a few 
questions (Appendix C) about their ethnicity, previous online courses they have taken, 
what subjects they were in, if they have taken any online language courses, and if they 
practiced haggling or know of someone who does as shown in Table 2.  All 17 
participants (100%) are of Filipino descent.  Thirteen participants (76%) said they have 
taken an online course before.  Courses include Marketing, ICS, Linguistics, History, 
Religion, Math, English, Accounting, Physiology, Psychology, Family Resources, Early 
Childhood Education, and Women Studies.   
 
When participants were asked if they have taken an online language/culture course, only 
one participant (6%) said they have.  When asked what course it was, the participant said 
Linguistics.  Ten participants (59%) said they have practiced the art of haggling.  When 
asked to clarify where, the participants stated that they haggle at flee markets, the swap 
meet, and on craigslist.  Participants were also asked if they know of someone who 
haggles and fifteen participants (88%) said they do.  When asked to clarify whom, all 
said family and friends. 
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Table 2  
 
Pre- module questions 
Question Yes No Filipino Percentage 
What is your ethnicity? - - 17 100% 
Have you ever taken an online 
course? 
13 4 - 76% 
Have you ever taken an online 
language/culture course? 
1 16 - 6% 
Do you practice the art of 
haggling? 
10 7 - 59% 
Do you know someone that 
haggles?  
15 2 - 88% 
n = 17 
 
Journal Entry.  Three journal entry questions were provided to stimulate and 
have participants recall prior knowledge of haggling, whether they have experienced the 
act or witnessed someone doing the act.  When asked about what countries practice 
haggling, majority of the responses included low-income societies such as Asian 
countries.  While a few argued that no matter where you are in the world there is some 
form of haggling going on.  Economic factors are a key factor in why haggling exists in 
some societies and not in others.  An area where agriculture is the main source of income 
is where haggling occurs the most.  In societies where haggling is accepted, the buyer and 
seller exchange prices until they come to an agreement. 
 
When asked about how they felt about haggling and if they were comfortable with it, 
almost all participants responded that they were ok with it, with a few going on to say its 
ok if its appropriate to haggle.  When comparing the Western and non-Western attitude 
about haggling, participants stated that they are probably not aware of other economic 
systems and/or they don’t know how to haggle that’s why they oppose it.  While their 
responses for the non-Western attitude claim that haggling is a must and that buyer and 
seller get instant benefits by doing so. 
 
In regards to the participants’ personal hands on experiences with the art of haggling, all 
have had some experience and/or have witnessed someone practicing the art form.  When 
asked to describe their experiences, places such as the swap meet or flee markets were 
top choices as well as online services such as Craigslist and Ebay. 
 
Pre-test and Post-test.  All but three participants (82%) showed improvement 
between completion of the pre-test and post-test as shown on Table 3.  Participants 5, 6, 
and 15 could have showed improvement, however all three made the same mistake on 
one of the questions on the post-test.  Participant 4 made the highest gain between tests 
with a 22-point increase, a 39% increase as seen in Figure 9.  Participant 6 made the 
highest loss between tests with a 9-point decrease.  Participants 14 and 16 made the 
lowest gain between tests with a 2-point increase.  Participant 15 made the lowest loss 
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between tests with a 3-point decrease.  None of the participant got a perfect score on the 
pre-test, while one participant was able to receive a perfect score on the post-test. 
 
Table 3 
 
Pre-test vs Post-test scores 
Participant 
Pre-test  
(56 points) 
Pre-test 
Percentage 
Post-test  
(56 points) 
Post-test 
Percentage 
1 51 91% 54 96% 
2 30 54% 44 79% 
3 41 73% 47 84% 
4 25 45% 47 84% 
5 45 80% 40 71% 
6 51 91% 40 71% 
7 46 82% 49 88% 
8 46 82% 52 93% 
9 17 30% 34 61% 
10 35 63% 38 68% 
11 26 46% 45 80% 
12 46 82% 52 93% 
13 30 54% 46 82% 
14 49 88% 51 91% 
15 44 79% 41 73% 
16 54 96% 56 100% 
17 34 61% 44 79% 
 
 
Figure 9. Pre-test vs Post-test Percentages 
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Instructional goals were created for each section of the module (Appendix I).  The 
breakdown of how many participants met each objective can be found in Figure 10.  
Twelve out of eighteen objectives saw an increase from pre-test to post-test.  Three out of 
the eighteen saw a decrease (3, 4, and 8), and three out of the eighteen stayed the same 
(Entry Level [EL] 1, EL 3, and 6).  The objective that gained the highest increase was 
Objective 11.  The objective that gained the highest decrease was Objective 8.   
 
 
Figure 10.  Pre-test vs Post-test: Meeting Objectives 
 
Post-Module Survey.  After completion of the post-test, participants were tasked 
to complete a post module survey (Appendix C).  The survey consisted of questions about 
their online learning experience, content and material and the aesthetics of the module.  
Table 6 showcases the feedback given on few of the questions.  Based on a Likert Scale, 
participants were asked to rank each topic.  The content was deemed average getting a 
mean score of 3.47 with feedback stating some of the scenarios were too long and 
sometimes redundant.  The images were a big help for participants in understanding the 
content, averaging a mean score of 4.18.  The videos were helpful as well, averaging a 
mean score of 3.71 with feedback stating that viewing an actual haggling process (with 
real actors) would have been even more helpful.   
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Table 6 
 
Attitudinal Survey 
 
Question 1 2 3 4 5 Mean 
Content Difficulty* 
 
- 6 7 4 - 3.47 
Images** 
 
- - 3 8 6 4.18 
Videos** 
 
- 3 3 7 4 3.71 
 * – 1 being easy and 5 being difficult 
** – 1 being not helpful and 5 being helpful 
 
Discussion 
 
Based on the results, students learned four new vocabulary terms (EL 2, EL4, EL5, and 
EL 6) while they already knew two of them (EL 1 and EL 3).  They were also able to 
identify characteristics, relationships, profits, and savings.  Majority of the participants 
were successful in determining when and when not to haggle, who the seller and buyer 
were, if items were cheap or expensive, and if the buyer saved money or if the seller 
made profits.  A few participants were unable to identify prices, change, and were unable 
to determine who the buyer and seller were.  These are explained below. 
 
The objectives that saw participants getting points taken off were objectives 3, 4, and 8.  
As stated in the results section, these objects saw a decrease in scores from pre-test to 
post-test.  Objectives 3 and 4, which were about prices and change, saw the participants 
having trouble with numbers.  Numbers are usually taught explicitly in the 100 level 
courses and rarely reviewed in the 200 level courses.  The participants who got these 
questions wrong were placed higher than 100 level, thus having missed learning about 
numbers.  Objective 8, which was about determining seller versus buyer, saw some 
participants skipping a step in the instructions, thus getting it wrong.  After reviewing the 
question I realized that although the post-test question was similar to the pre-test, that 
added instruction of having the participants reorder the dialogue made it no longer 
parallel to the pre-test question.   
 
Seeing the results from the objectives missed, I plan to make some revisions on the 
module.  First and foremost, I must take into consideration that all future students are 
heritage language learners, thus will come with varying degrees of knowledge of the 
language and culture.  With that said, I intend to revise some sections of the module so 
that if there are those who place higher than 100 level, they will be provided with some 
sort of refresher material (linked to the module) if that content was covered in the 
beginning level.  Which will tie in with the direct method, that one must provide practice 
for students in order for them to master the target skill.  Thus, I plan to create practice 
worksheets on Google Docs and link them to the module, so students can complete them 
before actually answering the embedded test questions.  The worksheets will consist of 
exercises that will help them learn numbers. 
 
FILIPINO HAGGLING – A CULTURAL PHENOMENON 
 
14 
Conclusion 
 
Overall, I think it went well and the results will be beneficial.  Although 14 out of the 17 
participants showed improvement in scores between the pre-test and post-test, with a 
success rate of 82%, the ID module has served its purpose and was effective in educating 
participants about the Filipino concept of haggling.  Scenarios, images and videos were 
deemed beneficial and helpful in the success of completing this module.  These results 
prove that online ID modules are possible in teaching students in a content area such as 
foreign language and culture.   
 
My ultimate goal is to produce an online version of the Intermediate Ilokano courses, so 
it gives students who are unable to attend the on-campus courses, due to time conflict, 
work and other such issues, the ability to take the course.  Other language and culture 
teachers may be interested in the success of this project, so they may develop online 
instructional modules for their classes.  Also students who are interested in learning more 
about their language and culture may be interested in this module as well as people 
wanting to travel to the Philippines.  
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Appendix A 
Recruitment Email 
 
To: Ilokano 202 Students (will send through Laulima) 
From: Dean Domingo <deand@hawaii.edu> 
Subject: Recruitment for Research Study - A Web-Based Module: Filipino Haggling - A 
Cultural Phenomenon 
Kumusta Ilokano 202 Students, 
First and foremost, I’d like to thank (insert professor’s name here) for allowing me to 
contact you.  My name is Dean Domingo and I am a graduate student at the University of 
Hawai’i at Manoa in the Department of Learning Design and Technology.  The purpose 
of this instructional design project is to develop and evaluate the effectiveness of a web-
based module that focuses on Filipino haggling and will be used by undergraduates 
enrolled in an Ilokano language program at a university on the island of O’ahu.  I am 
inviting you to participate because you are all undergraduates enrolled in the Ilokano 
language program here at the university. 
• What will I have to do? 
Participation in this project will involve working through an online learning 
module on a website which I have created for this course.  I will have a scheduled 
day in which you will be given the entire class session (an hour and fifty minutes) 
to complete the module.  I will be present at that session to answer any questions 
or to help you if you run into any problems.  I ask that you please bring your own 
laptop, tablet, or other mobile device to class on that day so that you can access 
the online module.  If you wish not to participate in this research study, you will 
still go through the module, however your results will not be used for the study. 
• What is this online learning module about? 
This module is designed to teach you about haggling, a skill in which Filipinos 
are proficient at.  You will learn about the following things: characteristics, 
relationships, and rules/concepts of haggling.  Scenarios and other examples will 
be presented to help you understand the content throughout the module. 
• How will this help me? 
Completion of this module will provide you the knowledge and skills of haggling. 
 The major benefit to you is that participation in this study provides an easy 
means for fulfilling one of the requirements for the Ilokano 202 course.  Besides 
your time and effort, there is no risk to you in participating in this research study 
project.  Again, if you wish not to participate, you will still go through the 
module, however your results will not be used for the study. 
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• Other considerations: 
Participation in this project is voluntary.  Any personal information collected 
during this project will be kept confidential.  Any data collected will not be 
reported with your name or other personal identifiers. 
Your participation in this research project would be greatly appreciated.  Your feedback 
will be used to improve the web-based module for future use.  Your participation will 
also help you in the completion of one of the units covered in Ilokano 202.  If you have 
any further questions regarding this project, please feel free to contact me at the number 
or email address listed below.  
I will be attending your class sometime this week to deliver (and collect consent forms) if 
you wish to participate in this research project. 
Agyamanak, 
Dean Domingo 
Graduate Student, Learning Design and Technology 
Graduate Assistant, Language Flagship Technology Innovation Center 
Email: deand@hawaii.edu 
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Appendix B 
University of Hawai’i 
Consent to Participate in Research Project: 
A Web-Based Module: Filipino Haggling - A Cultural Phenomenon 
My name is Dean Domingo and I am a graduate student at the University of Hawai’i at 
Manoa in the Department of Learning Design and Technology.  The purpose of this 
instructional design project is to develop and evaluate the effectiveness of a web-based 
module that focuses on Filipino haggling and will be used by undergraduates enrolled in 
an Ilokano language program at a university on the island of O’ahu.  I am inviting you to 
participate because you are all undergraduates enrolled in the Ilokano language program 
here at the university. 
Activities and Time Commitment:  If you choose to participate in this research project, 
I will provide you a link to the online module which you will need to complete.  This 
module is designed to teach you about haggling, a skill in which Filipinos are skillfully 
good at.  The session will take about an hour and a half to an hour and fifty minutes to 
complete.  You will learn about the following things: characteristics, relationships, and 
rules/concepts of haggling. 
Benefits and Risks:  Completion of this module will provide you the knowledge and 
skills of haggling.  The major benefit to you is that participation in this study provides an 
easy means for fulfilling one of the requirements for the Ilokano 202 course.  Besides 
time and effort, there is no risk to you in participating in this research study project.  
Privacy and Confidentiality:  I will keep all information in a safe place.  The only 
people that will have access to this information are my University of Hawai’i advisor and 
myself.  Other agencies that have legal permission, such as the University of Hawai’i 
Human Studies Program, have the right to review research records for this study.  When I 
report the results of my research project, I will not use your name.  I will not use any 
other personal identifying information that can identify you, and will report my findings 
in a way that protects your privacy and confidentiality to the extent allowed by law. 
Voluntary Participation:  Your participation in this project is completely voluntary. 
 You may stop participating at any time.  If you stop being in the study, there will be no 
penalty or loss to you. 
Contact Information:  For any questions regarding the project, please feel free to 
contact my University of Hawai’i faculty advisor, Dr. Catherine Fulford at (808) 956-
3906 or myself (contact information can be found below).  For any questions regarding 
your rights as a research participant, please contact the UH Manoa Office of Research 
Compliance Human Studies Program at (808) 956-5007. 
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If you agree to participate in this project, please print your name, sign, and date this 
signature page and return it to: 
Dean Domingo 
Graduate Student, Learning Design and Technology 
Graduate Assistant, Language Flagship Technology Innovation Center 
Email: deand@hawaii.edu 
Statement of Consent: 
I have read and understand the information provided to me about being in the research 
project, A Web-Based Module: Filipino Haggling - A Cultural Phenomenon. 
My signature below indicates that I agree to participate in this research project. 
Printed name: ______________________________ 
Signature: _________________________________ 
Date: _____________________________ 
 
 
You will be given a copy of this consent form for your records. 
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Appendix C 
Pre Module Survey 
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Appendix D 
Post Module Survey 
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Appendix E 
Journal Entry 
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Appendix F 
Contact Page 
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Appendix G 
Pre test Questions 
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Appendix H 
Post test Questions 
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Appendix I 
Post test Questions 
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